An Index of Articles 


Here's a listing of articles that appeared in ELECTRICAL WHOLESALING this year 





Salesmen in Action 


Chasing Smokestacks Once a Week Feb. 53, 55 
A step-by-step diary of a veteran salesman’s mission- 
ary sales trip. 

Close-up of a Top Inside Man Feb. 53, 60 
No. 1 by any standards—he’s Ted Lauer of Rumsey 
Electric Co., Philadelphia, Pa. 

How a Top Salesman 

SS EEE WOO bccn cc ecencuncences Mar. '53, 62 
Bill Herzog, Tristate Electrical Supply Co., Baltimore, 
Md., does it with a minimum of paper work. 

He Sells All Fans 

To All Markets All Year-Round 
He’s Butler Electric Co.’s George seiner a ‘full- 
time fan specialist-salesman. 

The Supplies Salesman 

Can Sell Small Appliances Apr. 53, 56 
A 7-page photostory on Electric Corp. of San Fran- 
cisco’s combination salesmen. 

They Got Their Share 

Of a $% Million Lighting Business June '53, 60 
Three Keps Electric Co., salesmen did, as a result of 
Pittsburgh’s lighting contest. 

A Call Report Comes to Life June 53, 63 
Recorded in pictures are the stories behind a Tab 
Electric Supply salesman’s May 15th report. 

Getting the Most Out of the Lamp Market . . Aug. 53, 62 
Dominion Electric Supply, Arlington, Va., does that 
with a one-man truck operation. 

Contractor Sales Specialist 

Doubles as Lighting Expert ............ Sept. 53, 90 
Tarnow Electric Supply's lighting sales load falls 
heaviest on a dual-duty salesman. 

The House That Joe Built t. ‘53, 82 
Distributor’s salesman Joe Gavenda uses his own home 
as an AW “sample.” 

Getting the Most Out 

Of the Manufacturers’ Agent 
How one wholesaler’s salesman is reaping the benefits 
of cooperation with an agent. 


Sales Ideas 


Where To Sell Fans When the Weather 

Isn't on Your Side ar. 53, 76 
A rundown of 45 vear-’round markets, along with a 
“benefit” story for each. 

A Successful Venture 

Into Motor Control Specialization . Apr. 53, 64 
How exclusive distribution paved the way for Barrett 
Electrical Supply's new department. 

A Stock in Trade or Just Stock 

we... csneeecudenwenauel Apr. 53, 76 
When it comes to selling electric housewares, which 
do you have? 

The Helping Ffand Pays Off e Apr. ’53, 80 
At Southern States Supply Co., Charlotte, N. C., that 
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hand 1S engineering and technical know-how. 

“I Want One Just Like This” .... ....May '53, 74 
A request that is readily answered at Mississippi Valley 
Electric Co., New Orleans, La. 

Component Parts Are Big Business ........May "53, 84 
Cuny & Guerber’s sales of them add up to a real 
piece of total volume. 

It Sells Between a Salesman’s Calls ......May 53, 89 
Tristate Electrical Supply Co.’s want order form plugs 
gap until salesman’s next call. 

Success with Supplies Stores . June 53, 55 
A 5-page story behind the oper: stions of Gesco, Port- 
land, Ore., and Tubbs Electric, Spokane, Wash. 

Smart Display Board Selling . July 53, 88 
Bond Electric, Hartford, Conn., got more than it 
bargained for in its chime display campaign. 

They Pool Their Specialties 

To Service-Sell Contractors ve . Aug. 53,58 
Centralite Supply’s setup pays off with an increase in 
volume every month 

Successful Sales Relay Team . ~~ ... Aug. 53, 69 
Loeb Electric salesmen are spotting leads for each 
other. Result: sales of all are up 

What Can I Do for Adequate Wiring? ..... .Oct. "53,70 
Constructive courses of action that the wholesaler 
and his salesmen can take. 

Self-Service That Satisfies . . hy eke Nov. 53, 90 
Lighting Fixture Supply’s setup saves time and money 
for all. 

Branching Out in Same City Dec. ‘53, 46 
That’s Madison Electric’s formula for cultivating the 
concentrated Detroit market 


Sales Aids 


Your Plan for Sales Development . Jan. 53,79 
\ 37-page section presenting a plan for a salesman’s 
local sales development. 

Memos for Housewares ... May 53, 158 
4 close-up of NAED’s new date reminder booklet for 
electric housewares 

Parlez-vous “Electrical”? July °53, 84 
How to pep up your sales talk with the colorful 
jargon of the electrical industry. 

Better Control for Appliance Repairs Aug. 53, 66 
A Cincinnati, Ohio, service station is achieving this 
with a new repair order invoice 

How To Write a Sales Letter .. Nov. 53, 94 
What to say, how to say it, when to send it—these are 
important in direct mail. 

Better Distribution 

Through Better Catalogs ... pasccy ecm Oe 
How NAED’s catalog plans work for both the dis 
tributor and the manufacturer. 

Blueprint for Bigger Volume: 

Understanding Electrical Plans ...........Dec. 53,40 
A quick course in the essentials of blueprint reading 
an everyday asset to any salesman. 





. Electrical Wires and Cables 
for every purpose 




















U.S. ROYAL PORT- 
ABLE CABLE. Before 
any construction of 
U.S. Royal Port 
able Cords or 
Cables is offered 
to the trade, it is 
put through a series 
of seven grueling 
laboratory tests that 
guarantee depend- 
ability. 


U.S. LAYTEX CON- 
TROL CABLE. Insu- 
lated with 90% pure 
natural unmilled 
grainless com- 
pound, whose insu- 
lation resistance 
improves in wet lo- 
cations. Not one 
reported failure in 
its twenty years of 
manufacture. 


U.S. POWER CABLE. 
Insulated with co- 
rona resistant Us- 
korona or Butyl 
compound, these 
cables offer an un- 
beatable reliability 
on overhead and 
underground high 
voltage power ap 
plications in wet or 
dry locations. 





= power houses to homes, from mines to mills, 
from farms to factories— United States Rubber Com- 
pany has Electrical Wires and Cables to fit every need. 
Where dependability, long life and economy are essen- 
tial, U.S. Rubber has the answer to almost any wiring 
problems your customers may meet. 

U.S. Rubber pioneered in developing Laytex® Insu- 
lation made of 90% pure natural unmilled grainless 
rubber. From U.S. Royal Portable Cords and Cables, 
Aluminum Wires and Cables, Service Entrance and 
Drop Cables, to Power and Underground Cables, the 
U.S. Rubber line includes Electrical Wires and Cables 
of every description, including cables fitted to IMSA 
Specifications for traffic, fire and police needs. 

Write today for our general catalog covering the 














ull line of U.S. Electrical Wires and Cables. 





PRODUCTS OF 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department «+ 1230 Avenue of the Americas, New York 20, N.Y. 
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Sales Training 


Molding Better Counter Men Jan. 53, 66 
Rutkin Electric Supply Co.’s training program—“on- 
the-job” learning. 

Four Steps to Better Dealers Feb. 53, 64 
They show you the best plan to follow in developing 
dealer customers. 

Your Personality: Help or Hindrance? .....Feb.’53, 68 
If distributor salesman Jeff Lewis wanted to sell more, 
he had to learn to get along with people. 

How To Set Up a Sales Interview Mar. 53, 64 
Five preliminary steps to follow before you can talk 
business with a prospect 

Maddening Mannerisms Mar. 53, 66 
Nine negative behavior habits, shown with cartoons, 
that can kill customer interest—and a sale. 

How To Make 

A Lighting Sales Presentation ...May 53, 101 
A 16-page special section that spells out a lighting 
sales plan—from A to Z. 

Are You Pulling Your Weight? June °53, 71 
Salesman Chet Barnard was a part of the 75% that 
moved 25% of sales volume—until .. . 

The Salesman’s Other Job: 

Credit Reporting ..... 

What danger signals t 


June 53,78 

field observer 
for the credit manager. 

There’s More Than One Way 

To Close a Sale (Part I) ... July 53, 96 
That’s what distributor salesman Jerry Quayle found 
out—and just in time, too. 

There’s More Than One Way 

To Close a Sale (Part II) 53, 76 
Distributor salesman Jerry Quayle learns about more 
closing techniques that work, 

It Takes All Kinds 


A cartoonist’s-eye view of five distinct types of today’s 


Aug. 53,65 


salesmen. 
Sales Training with a Sizzle 
Tower-Binford, Richmond, Va., 


eae Aug. 53,72 

teaches dealers to 
reach the emotions for sure appliance sales. 

How To Reduce Your Selling Expense Nov. 53, 88 
Here are some ways to do it and be able to make more 
money at the same time, 

“Electrical Wholesaling” Goes 

To a Sales Refresher Course Dec. 53, 49 
Camera’s-eve view of a day at a manufacturer's 
“school” for distributors’ salesmen. 


Sales Management 


What Makes a Top Sales Manager? Aug. 53,53 
An excellent answer is Tristate’s Alvey Reeder—his 
performance, qualifications. 

His Basic Policy: Sell With Samples Aug. °53, 56 
Why Henry J. Baitinger is a great practicer and pro 
moter of sample selling. 

Teaming Engineer with Full-line Salesmen. . Sept. 53, 86 
Schaedler Bros., Harrisburg, Pa., has gained by switch 
ing to a lighting sales manager setup. 

A Setup That Stresses 

The Personal Touch See 
The F. D. Lawrence Electric Co., Cincinnati. Ohio 
concentrates on personal calls to the trade. 
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Fitting Lighting Sales 

To Branch Operation Sept. 53, 92 
Raub Supply’s lighting sales setup is tailored to its 
{-branch organization 

Servicing the Lighting Job 

From Start to Finish ' .. Sept. 53, 94 
Illinois South Electric sells lighting through contrac 
tors, not to them. 

Can Business Consultants 

Really Help You? = Nov. 53, 93 
Thev mav if vou're looking for an economical way 
to clear an office bottleneck 

How To Factuate 

Increased Sales and Profits Dec. 53, 43 
The importance of knowing market facts—as they were, 
are and will become 

How Sales Are Forecast ....Dec. 53, 44 
A summary of the many techniques being used today 


to pre dict sales 


Sales Promotion 


How Metro's Sales Shot Up 

1700% in 2 Years Feb. 53,73 
Behind this steep sales curve is a_ well-conceived 
promotional approach. 

Getting Set for Fan Selling Mar. °53, 74 
B. M. Tower Co., Bridgeport, Conn., does it by creat 
mg a demand be fore the hot Sp IIs imrive, 

They're Publishing a Paper May °53, 77 
The story behind “Flashes,”—an 8-page silent sales 
man of Griffith Electric Supply, Trenton, N. J 

Hit Shows Don't Just Happen Aug. "53, 74 
Planning and promotion were behind the successful 
exhibition of Gilson Supply Co., Oakland, Calif. 


Warehousing and Office Procedure 


Revere’s New House: 
It's Full of Fresh Ideas 
A Chicago distributor has modular furniture, an inter 


Jan. ‘53, 69 


com system, conveyors to all floors 

Service Is Measured in Minutes Jan. 53. 76 
And the new Peirce-Phelps Philadelphia plant is still 
being improved, 

Push-Button Billing Jan. 53, 118 
A junior “mechanical brain” has taken over pricing at 
B. Davis Co., Mt. Vernon, N. ¥ 

Misinformation , : Feb. 53, 62 
That’s what one distributor call studies of total ex 
pense percentages 

Everything's Geared to Service Feb. 53, 66 
That’s at Braid Electric Co., Nashville, Tenn., 
establishment with young ideas 


an old 


The Problem of Rising Costs Mar. 53, 57 
A unique, 5-page photostory on what State Electric 
Supply, Oakland, Calif., is doing to cut costs 

Gesco’s New Milwaukee Plant Mar. 53, 97 
This $600,000 supply branch is the latest thing in 
electrical distribution 

Moving Day Melodrama Apr. 53,73 
What happened the weekend Heidt Electrical Sup 
plies, Linden, N. J., moved to new quarters 

No More Billing Backlog ...July 53, 90 
A mechanical “aspirin” has cured the invoicing head 
ache of Doubleday-Hill, Washington, D. ¢ 
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New System Speeds Up Invoice Mailing . . . Aug. ‘53, 60 
Customer dissatisfaction spurred this big improve- 
ment at Elgee Electric Co., Columbus, Ohio. 

Outstanding One-Floor Operations ...... Nov. '53, 72 
A 12-page special section spotlighting firms geared 
high to the job of moving goods. 


Showrooms 


Showroom, Showmanship ............. Feb. '53, 76 
New Haven Electric’s “operation streamline” is pay- 
ing off handsomely. 

Lightolier’s Self-Selling Showroom ...... Mar. '53, 128 
It offers some new ideas for merchandising lighting 
fixtures. 

Easy Way to Lower a Ceiling ........../ Apr. 53, 120 
How a fixture-height probiem at Steiner Electric Co., 
Chicago, was solved economically. 

Showrooms Meant for Merchandising ... .Sept. 53, 104 
A Toledo distributor's new showrooms are designed 
to sell as well as show. 


Survey Reports 


Ee Jan. 53, 58 
How electrical wholesalers see sales of four product 
groups and operating costs for 1953. 

Rewind or Replace the Motor? ........... Feb. 53, 72 
There may be some selling angles for you in these 
answers by plant men. 

Relighting Main Street (Part II) ......... Mar. '53, 78 
Big things are in the making as a result of the Sep- 
tember, 1952, “Extown” lighting survey. 

Business Plans for New Plants 

And Equipment, 1953-56 ...............4: Apr. 53, 67 
Manufacturing capacity up to 16% by 1956; sales 
to increase by 10%. 

How Salesmen Spend Their Selling Time .. . May 53, 86 
Here are the findings of a nationwide survey of dis 
tributor salesmen on that subject. 

What Salesmen Want in Sales Meetings .. . July 53, 82 
Another nationwide survey shows distributor sales 
men’s choices—and also their pet peeves. 

Lighting Fixture Distribution Survey ..... .Sept. 53,73 
Lighting sales volume, setups, problems in the whole 
sale field as gleaned from a national] survey. 

Sales Techniques 

As Salesmen See Them ................ Oct. 53, 92 
The number one technique according to distributors’ 
salesmen: “Selling yourself.” 

Where the Industry Stands 

On Buildings and Equipment ........... Nov. '53, 84 
A nationwide survey shows that most distributors lease 
buildings, own their own trucks. 


Product and Market Studies 


Came Tie TVG... oo ccc ccseccces Jan. ’53, 73 
Sweeping income changes have come over the Ameri- 
can economy: they've brought new markets, habits. 
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Lamps: Progress Aplenty .... 5 ....Mar. 53, 81 
A review of recent developments in three major lines 
filament, mercury and fluorescent. 

Super Market for Lamps , .Apr. 53, 82 
Food stores—especially the supermarket: biggest media 
for retail lamp sales. 

Tape Recorders Draw Bead 

ee ere eee Apr. 53, 114 
Magnetic tape recorders are being put to use in the 
automotive, advertising and insurance fields. 

Huge Market, Many Problems, 

Tere . May ’53, 72 
That's the room air conditioner busines ‘ss as it faces 
the wholesaler today 

Angles on Selling 

Motor Replacements ......... . sees May ‘53, 82 
What to ask, what to look for—a pattern for motor 
replacement selling. 

After the Defense Boom Is Over - ++.» May S38, 152 
Some answers to a burning question—“What will hap 
pen to construction?” 

Industrial Production 

To Slow Up ........ ......May 53, 160 
An inventory acc umula ition is concentrated in durable 
goods industries—automobiles, pees 

The Tape Story .... .... June "53, 67 
A study of electrical tape diffe re nt ‘Kinds, promotion 
selling points. 

How Dangerous Is Private Debt? .... June '53, 77 
The rapid rise in borrowing raises this question—here 
are some of the answers 

New Air Conditioners: 

Full of Features .... June '53, 80 
Here are some of the new and unusual developments 
offered by manufacturers. 

The Return to Seasonal Patterns July 53,81 
A lot of the old seasonal production ups and downs 
give promise of emerging again 

Backyard Sports Lighting : .. July 53, 93 
A large lighting market that can literally be found 
right in your own backvard 

Push Button Farming July '53, 94 
You have the answer to the farmer's manpower prob 
lem—electric “hired hands.” 

The New American Market July °58, 103 
A 7-page report that can be used as a guidepost to 
local market development. 

Inventories, New Industries—Prosperity July °53, 134 
List of electrical growth products for 1950-1961 seems 
likely to be larger, more varied than 1940-1951. 

Lighting Fixture Distribution Today .Sept. 53, 73 
A 24-page special report covering trends, problems, 
sales setups, markets and new lighting developments. 

Too Much Productive Capacity? Sept. °53, 99 
The answer is NO according to the Machinery and 
Allied Products Institute 

Some Pointers 

On Rapid-Start Lamps and Circuits Sept. ‘53, 100 
Facts that will clear up confusion caused by the intro- 
duction of a new lamp type. 

Adequate Wiring’s Challenge Oct. 53, 69 
A 16-page special section giving the ideas with which 
to propagandize the adequate wiring story. 

Churches: Lighting Them 


Is Big Business Oct. 53, 86 
One of every six lis ghting jobs a California distributor 
handles is for a church. 

Farmer's Super-Boom Is Over Oct. 53, 91 


High production , foreign market loss, price drop 
mounting surpluses end farmers’ super-prosperity 
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A Big New Market 

For the Electrical Distributor 
Built-in electric heaters are < 
home heating field. 

How Many Contractors in U.S.? Nov. 753, 101 
See for yourself in this latest rundown by states of 


Oct. 53, 94 
rowing factor in the 


electrical contracting firms. 

Business Plans for New Plant 

An@ Memipment, 1054 .......cccccces Nov. 753, 142 
Manufacturers intend to invest 8 per cent less in 1954 
than they did in 1953. 


Industry Promotion 


America’s Smallest Corporations Apr. '53, 63 
The philosophy behind Junior Achievement as told by 
one of its biggest boosters—F. E. Stern. 

Man with a Plan Apr. ’53, 78 
The man: Mario DiSandro; the plan: a lighting fixture 
certification proposal 

The 1953 Electric Housewares Campaign . . Apr. 53, 85 
The distributor's role as described by two NEMA 
committee chairmen. 

Who Are the Men behind These Winners? Sept. 53, 102 
Distributor salesmen, of course, guided dealers who 
won NEMA contests. 

The AW Spirit of St. Louis Oct. 53, 74 
Industry-wide teamwork in sparking the St. Louis 
adequate wiring success 

Trenton Educates the Trade Oct. °53, 78 
How the Central Jersey Electrical League taught that 
selling adequate wiring is common sense. 

Pay-As-You-Go Rewiring Oct. 53, 79 
Cincinnati is tackling the rewiring market with the 
installment plan approach. 

Rochester Is Selling the Public Oct. °53, 80 
rhe steps a new AW bureau is taking to sell the 
public on adequate wiring. 

Promotional Material Available 

From the National Bureau Oct. 753, 84 
A bibliography of literature that can be used to pro 
mote adequate wiring. 

Light Conditioning 

And the Dickson Treatment Dec. 53, 52 
Distributor Halsey Dickson gives his frank opinions on 
some timely lighting questions. 


Industry Relations 


Are Their Intentions Honorable? 
Meaning those housewares manufacturers who sell to 


Jan. °53, 74 


catalog wholesale-retail outlets. 

Distribution Is a Two-Sided Job May 753, 68 
It makes partnership between manufacturer and 
wholesaler a “must.” 

Understanding 

The Contractor's Business May °53, 70 
Such knowledge can pave the way to better selling 
of a basic market. 

Making the “Wholesaler Policy” 

Really Work . June °53, 74 
Three specific examples of how manufacturers are 
strengthening their distribution 


66 


Meetings 


SEWA Faces the Future Mar. '53, 92 
A report on the Southeastern Electrical Wholesalers 
two-day convention held in January. 

What's in a Trade Show Apr. °53, 110 
Pictures taken at the 1953 Essex Electrical Exposition 
tell the whole story. 

Best AW Meeting to Date _. Apr. 53, 112 
Record turnout at the 9th Annual Adequate Wiring 
Conference was one reason. 

Seen at the EMRA Show May, 753, 154 
The camera’s-eye view of the 1953 industrial electrical 
show held in Baltimore. 

Chicago Show Goes Over Big .. June 53, 107 
Second Chicago Electrical Industry Show draws 8,500 
to 160 exhibitors’ booths. 

E.E.W.A.’s Annual Dinner 
The Eastern Electrical Wholesalers Association 
dinner-dance was a sellout. 

Into This Challenging Year July °53, 69 
A 12-page comprehensive report on the 45th Annual 
NAED Convention held in Chicago’s Conrad Hilton. 

The Spring Convention 

Of NAED’s Pacific Zone July 53, 100 


Presenting the news and members’ views of this 


June °53, 108 


23rd 


important western conference. 

N. Y. Show To Sell Safety Aug. 753, 96 
Adequate Wiring in the theme of the 2nd National 
Electrical Industries Show. 

Down-To-Earth Talking 

At French Lick Nov. °53, 96 
That’s the way at Lake Michigan Club meetings; 
this year was no exception. 

They Liked What They Saw Nov. 53, 102 
Meaning the 12,000 visitors who jammed New York's 
Electrical Industries Show. 

SEWA Elects Buchan President Nov. 753, 117 
Profit preserving steps are discussed at closed business 
session. B. S. Weil elected vice president. 

Seen and Said at Coronado Dec. 53,58 
The business and social activities at the NAED Pacific 
Zone’s fall convention. 


The Personal Side 


How to Pack a Suitcase Mar. 53, 89 
An aid for packing a suitcase so that it looks like a 
suitcase and not a laundry bag. 

So You're Going To Lead a Meeting Aug. °53, 79 
The leader of a meeting does his best work when he 
conducts a meeting so that it helps others. 


Editorials 


Prosperity Is Up to You Jan. °53, 55 
Salesman in the White House Feb. °53, 47 
Approaching a Distribution Problem Mar. °53, 55 
I Can Get It for You Wholesale Apr. 753, 55 
Is th Wholesaler on the Team? May ’53, 67 
What To Do about a Business Transition June 53, 50 
The Basic Economics of Distribution July °53, 65 
The Salesman’s Break-Even Point Aug. °53, 51 
The National Lighting Bureau Sept. 53, 68 
Dead-End Street Oct. °53, 59 
The Warehousing Function Nov. °53, 71 
Make Things Happen en . Dec. 53, 31 
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